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Suggestions for Marketing Small Timber 
in Wisconsin 



PURPOSE 



The chief questions confronting the marketer of small timber, much 
of which is being cut in the clearing of land, are these: What is ths 
most promising industry in which to sell certain kinds of wood? 
Where is the most promising market within that industry located? 
What are the names of wood-using firms? What is the proper basis of 
selling, and what are the possibilities in cooperative marketing? The 
purpose of this bulletin is to suggest to the prospective marketer — 
whether farmer, settler, or business man — certain lines of procedure 
for finding the most profitable market for his material. 



COMMERCIAL WOODS 

The chief, commercial woods growing in Wisconsin are white pine, 
Norway pine, jack pine, hemlock, white spruce, black spruce, balsam, 
tamarack, cedar, white or canoe birch, yellow birch, hard or sugar 
maple, beech, poplar, (aspen and large tooth aspen), bass wood, white 
ash, white elm, white oak, red oak and walnut* 



WOOD PRODUCTS 

Wood products may be classified for convenience into three kinds — 
crude, rough? and finished. 

Crude Products 

Crude wood products come directly from the forest and have not been 
worked upon by machinery. They consist of: 
Sawlogs and veneer logs 
Wood bolts (or short logs) for staves, billets, excelsior, etc. 



• The identifle names of these woods are given on page 82. 
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Cordwood — consisting of the lower grades of bolts and split wood 
used for fuel in lime kilns and elsewhere. Pulpwood is cordwood of 
certain species (as spruce and balsam) used for making pulp and 
paper. 

Finished crude products — mining timber (for props, caps, and lag- 
ging), telephone poles, fence posts, piling, and crossties. 

Rough Products 

Rough wood products are sawed, split, cut, or reduced from crude 
products in the mill or elsewhere. The chief rough products are: 

Rough lumber, including standard-sized boards, timbers of varying 
sizes, and small dimension stock. 

Cooperage stock. 

Shingles and lath. 

Handle billets. 

Veneer. 

Excelsior. 

Pulp. 




WHITE CEDAR (ARBORVITAE) TELEPHONE POLES ON THE YARD. 
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Finished Products 

Finished wood products are made from rough or crude products by 
resawing, planing, distilling, or otherwise manufacturing so as to 
make completed wooden commodities, or parts thereof. The chief 
classes of such products are: 

Finished lumber, such as flooring, ceiling, siding, interior finish, 
sashes, doors and blinds. 

Boxes, box snooks, and crates. 

Chairs and other furniture. 

Woodenware and novelties. 

Vehicle parts. 

Agricultural implements. 

Handles. 

Cooperage — slack and tight. 

Commodities Made from Different Kinds of Wood 

The commodities made from crude products of the different kinds of 
wood are shown in Table 1. The use of this table, together with other 
information, in selecting a market is explained in the pages which 
follow: 




JACK PINE CORDWOOD READY FOR THE MARKET. 
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10 SUGGESTIONS FOR MARKETING SMALL TIMBER 



THE MARKET 

To select the most profitable market, it is necessary to know what 
kinds of crude products each industry uses and how much it will cost 
to ship them by freight. 

Wood-Using Industries 

Industries using crude wood products for their raw material may for 
convenience be classified as follows: 

(1) the sawmill and lumber industry; ^ 

(2) the veneer industry; 

(3) the pulp industry; 

(4) the pole, post, and tie industry; 

(5) the cooperage industry; 

(6) the box industry; and 

(7) other wood-using industries. 

The sawmill and lumber industry uses almost all kinds of wood, and 
requires them usually in the form of logs, which come in all sizes and 
grades. 

The veneer industry is shown in Table 1 to use white ash, elm, bass- 
wood, birch, maple, walnut and oak. These are required in high grade 
logs, which usually must not be less than 10 or 11 inches in diameter. 

The pulp industry uses spruce, hemlock, balsam, tamarack, pine, 
and poplar, in the form of logs and cordwood in sticks down to 3 or 4 
inches in diameter. 

In the pole, post, and tie industry, most of the hardwoods as well as 
the softwoods are used for ties; cedar is the chief wood for poles and 
posts. Sticks are required of varying lengths and diameters. 

The cooperage industry uses practically all of the hardwoods, also 
cedars, pine, and spruce. These may be used either in the bolt or log 
form down to 5 or 6 inches (sometimes 4 inches) in diameter. The 
products turned out consist of staves, heading, pails, and tubs. Hoops, 
which are a part of cooperage, are listed in this bulletin under "other 
wood-using industries" because they are, in many cases, manufactured 
in small mills that do not make staves or heading. 

The box industry uses practically all of the softwoods, chiefly in 
the log form, and a number of the hardwoods in both log and bolt form 
(as shown in Table 1). Bolts as small as five inches in diameter can 
be used. 

Other wood-using industries consist generally of little mills or fac- 
tories making handles, hoops, excelsior, shingles, berry crates, novel- 
ties, and other small products. As shown in Table 1, these various 
commodities are made of all kinds of wood, though usually of hard- 
woods. These are required either in the form of logs or bolts, usually 
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the latter. Bolts of small diameters may be utilized, sometimes as 
low as 4 inches. 

LIST OF WOOD-USING FIRMS 

The following lists of wood-using firms are not claimed to be com- 
plete; they are made from present office records and from recent field 
canvasses. All of the firms here listed are reported as using logs, 
bolts, or some other form of crude product as their raw material. 

The more important towns listed in the following table are shown 

on the market map of Wisconsin: 

Table 2. — Sawmill and Lumber Firms. 




Ashland 

Butternut 

Cayuga 

GHdden 

GHdden 

GUdden 

GUdden 

Mellen 

Mellen 

Mellen 

Mellen 

Rice Lake , 

Bice Lake , 

Bayfield , 

Cable 

Cornucopia , 

Drummond 

Grandvlew 

Iron River , 

Namokagon Lake . 

Port Wing 

Washburn 

Washburn 

Green Bay 

Green Bay 

Alma 

Cochrane 

Fountain City .... 

Gaslyn 

Gaslyn 

Gaslyn 

Boyd 

Cadott 

Cobban 

Chippewa Falls ... 
Chippewa Falls ... 

Stanley ....- 

Mead 

Owen 



Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Ashland . 
Barron .. 
Barron .. 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Bayfield . 
Brown . . , 
Brown . . . 
Buffalo . , 
Buffalo . . 
Buffalo . . 
Burnett .. 
Burnett .. 
Burnett .. 
Chippewa 
Chippewa 
Chippewa 
Chippewa 
Chippewa 
Chippewa 
dark .... 
Clark .... 



D-3 
D-4 
D-4 
D-4 
D-4 
D-4 
D-4 
D-4 
D-4 
D-4 
D-l 
C-6 
C-6 
D-2 
C-8 
D-8 
C-4 
D-4 
D— 8 
0-5 
0-8 
D-3 
D-8 
H-8 
H-8 
B— 9 
B— 9 
0-9 
B-5 
B^5 
B-^5 
D-7 
C-7 
C— 7 
C-7 
C— 7 
D-7 
D-8 
D-7 



Name of Firm 



John Schroeder Lor. Co. 
Bauer & Kanoop Lbr. Co. 

F. O. Churchill. 
Mellen Lbr. Co. 
E. J. Plfncr. 
Fred Gerlaeo. 
Schrafnagel Shingle Co. 
Foster, Latimer Lbr. Co. 
M. Kraukrause. 

Mellen Lbr. Co. 

G. Logmen. 

Rice Lake Lbr. Co. 

Hammond, Chandler Lbr.Oo. 

Wachsmlth Lbr. Co. 

Rogan Bros. 

Fleltcfa Lbr. Co. 

Rust Owen Lbr. Co. 

Willow River Lbr. Co. 

KoppHn A Kopplin. 

Jas. W. Good Lbr. Co. 

Okerstrom Lbi. Co. 

M. H. Sprague Lbr. Co. 

J. S. Sterns Lbr. Co. 

Diamond Lbr. Co 

Northland Lbr. Co. 

H. T. Krauze. 

John Hofer. 

August Duff. 

A. Durand. 

T. Hill. 

Kemp Bros. 

W. W. 8hong. 

Pete Ditzler. 

Miller & Peterson. 

Wilcox Bros. 

Booth & Shoemaker. 

Northwestern Lbr. Co* 

Dave Butler. 

John S. .Owen. 
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Table fc— Continued. Sawmill and Lumber Firms. 



Town 



County 




Name of Firm 



Osborn 

Thorp 

Tliorp , 

Thorp 

Iborp 

Thorp 

Unity 

Anaeker 

Wauadra 

Beaver Dam 

Hartford 

Lowell 

Heoebo .« 

Rubicon 

Rubicon 

BaQeya Harbor 

Egg- Harbor 

Ellison Bay 

Ellison Bay — - 

Detroit Harbor 

Bphralm 

Jaeksonport 

Sifter Bay 

Sturgeon Bay 

Sturgeon Bay 

Bay 

Cbaffe Settlement 

Yoxboro ................ 

Foxboro 

Lake Nebagamon 

Poplar 

Superior 

Solon Springs 

Sooth Range «. F. D. 1 

Wentworth 

Wentworth 

Superior 

Superior 

Wentworth 

Bjdnth 

Bydnth 

Fane Olty 

Irrtagton 

Lucas (Town) 

Lucas (Town) 

Menominee Jet 

Sherman (Town) 

Ban Claire 

Ban Claire 



Clark E— 8 

Clark D-7 

Clark D-7 

Clark D-7 

Clark D-7 

Clark D-7 

dark E— 7 

Columbia F— 10 

Crawford D— 12 

Dodge G— 11 

Dodge H— 11 

Dodge H— 11 

Dodge H— 11 

Dodge H-ll 

Dodge H— 11 

Door J— T 

Door | J— 7 

Door t J— 41 

Door J— * 



Door 

Door 

Door 

Door 

Door — ... 

Door 

Door 

Douglas . . , 
Douglas . . . 
Douglas . . 
Douglas . . . 
Douglas . . . 
Douglas . . . 
Douglas . . . 
Douglas .... 
Douglas .... 
Douglas .... 
Douglas .... 
Douglas .... 
Douglas .... 
Douglas .... 

Dunn 

Dunn 

Dunn 

Dunn 

Dunn , 

Dunn 

Dunn ....... 

Dunn 

Dunn 

Eau Claire 
Eau Claire 
Florence . . 



J-« 
J-7 
J-7 
J-45 
J-7 
J-7 
J-7 
B-4 
B-4 
B— 4 
fe-4 
C-8 
OS 
B-S 
C-4 
B— S 
C-8 
C-8 
B-S 
B-S 
C-8 
B— 7 
B— 7 
B-8 
B-7 
B-7 
B— 7 
B-7 
B— 7 
B-7 
OS 
OS 
H-6 



Osborn Lbr. Co. 

Nye, Lusk A Hudson. 

Nick BaMswerfler. 

E. A. Boardman. 

Colby Bros. 

Neuman Bros. 

August C. Burscke. 

Pete Christiansen. 

Frank Lathrop. 

Beaver Dam Sawmill. Co. 

Jas. Favour. 

Lowell Sawmill Co. 

Mick Nemses. 

Peter Baltes. 

Scbarpf Bros. 

Carl Preuter. 

Tom Carmody. 

Peter Knutson. 

Jay Rodgers. 

Christ Sabe. 

George Larson. 

Richard Layman. 

Adolph Boeser. 

W. 8. Washborn Lbr. Co. 

Richard Wllke. 

Wm. Sunanard. 

Teagarden Bros. 

M. P. Wllner. 

R. J. Runser. 

Foxboro Lbr. Co. 

Lilligreen Bros. 

Chas. Woodhull. 

E. Carlson. 

W. J. Robinson. 

A. A. dark. 

T. E. Berglund. 

Matt Runqulst. 

Rogers A Ruger Lbr. Co. 

J. E. Erlckson. 

Earl Taylor. 

Jake Carllng. 

Walter Carllng. 

Henry Owen. 

Caturla Bros. 

F. Fertlg. 
Wm. Smith. 
Frank Carter Co. 
Joe Schults. 
Walter Schultz. 
New Dells Lbr. Co. 
John H. Kaiser Lbr. Co. 
J. E. Duran. 
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Tabus 2— Continued. Sawmill and Lumber Firm*. 



Town 



Fern 

Pond du Lac 

Armstrong Creek 

BlackweQ 

Carter 

Orandon 

Hilea 

Xersten 

Laona 

Laona 

Long: Lake 

Padus 

Pados 

Soperton 

Wabeno 

Wabeno 

Boscobel 

Boscobel 

Boacobel 

Boscobel 

Fsnnhnore • 

MfflvIIle 

Muscoda 

Woodman 

Bagley • 

Barley 

Bloomlngton .... 

Oassvllle 

Martlntown 

Green Lake 

8axon 

Hurley 

Jefferson 

La Orosse 

Perish 

Antigo 

Antigo 

Deerbrook 

Elcbo 

Elmbnrst 

Lily 

Polar 

Phlox 

Person 

White Lake 

Gleason 

Merrill 

Merrill 

Merrill 

Merrffl 

Tomahawk 

Athens 



County 



Florence 

Pond du Lac. 

Porest 

Forest 

Forest 

Forest 

FOrest 

Porest 

Porest ■ 

Porest 

Forest 

Porest 

Porest 

Porest 

Forest 

FOrest 

Grant 

Grant 

Grant ...... 

Grant 

Grant 

Grant 

Grant 

Grant 

Grant 

Grant 

Grant 

Grant 

Green 

Green Lake . 

Iron 

Iron 

Jefferson . . . 
La Crosse ... 
Langrlade . . . 
Langlade . . . 
Langlade . . . 
Langlade . . . 
Langlade ... 
Langlade 
Langlade ... 
Langlade ... 
Langlade ... 
Langlade . . . 
Langlade 

Lincoln 

Lincoln 

Lincoln 

Lincoln 

Lincoln 

Lincoln 

Marathon ... 




H-6 
H— M 
H-5 
H-6 
H-6 
G-6 
G-6 
G-6 
H-6 
H-6 
H— 5 
H-6 
H-6 
H-6 
H-6 
H-6 
D— 12 
D— 12 
D-12 
I>-12 
E— 12 
D— 12 
E— 12 
E— 12 
D— 18 
D— 18 
D— 18 
D— 18 
P— 18 
G— 10 



G— 12 
O— 10 
P— 6 
G— 7 
G-7 
G-6 
G-6 
G— 7 
G-6 
G-6 
G— 7 
G-6 
G-7 



F-6 
F-6 
F-6 
B-7 



Name of lte» 



Prank Miner. 

Moore A GaBoway Lbr. Oft 

MiDer Co. 

Planners, Staeger Lbr. Oav 

Miner Bros. 

Heith A HOss Lbr. Co. 

Foster, Mueller Lbr. Oav 

Kersten Lbr. Co. 

Connor Lbr. Co*. 

Prank Lonler.. 

Streckert A Or. 

Hammes A Son. 

Padus Lbr. Co. 

Menominee Bay Shore Oav 

G. W. Jones Lbr. Co. 

Rusch Bros. 

Wm. McCord. 

Andrew Reynolds* 

Olaf Evensonw 

Herbert Malm. 

Lewis 8teersv 

Horsfall Mill Ob: 

H. Marcus A 8ons> 

J. W. Anderson A 80nav 

Walter Hempie. 

L. J. Haginan.. 

Gflson Tyler. 

KlempfeU Bros; 

E. B. Bueher. 

W. B. Lock. 

Myers Lbr. Co. 

Scott A Howe Lbr. Ofc*. 

Gottlieb Xemmetter: 

La Crosse Wrecking Coi 

A. Hulbertt. 

Post Lbr. Co., Pish Lbr.Cft 

Langlade Lbr. Co. 

Hurt Bros. 

Pish Lbr. Co. 

George WunderHob. 

Hanke Bros. Lbr. Ob* 

T. D. Kelly Lbr. Co. 

Bed River Mfg. Co: 

J. Mentlng Lbr. Co* 

Tawkey, BisseT Lbr. Ce*. 

Peter Smith A Sons-. 

Hlneman Lbr. Ob* 

Emzel Lbr. Co. 

Oilhoff A Co. 

Union Land Oo» 

John Oelhafen- Lbr. €e* 

RSetbrock Land A Lb* Osa. 
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Table 2— Continued. Sawmill and Lumber Firms. 



Town 



County 




Athens 

Athena 

Oolby 

Oolby 

Edgar 

Fenwood 

Hattay 

Mosinee 

Mosinee ....... 

Mosinee ....... 

March Rapids 

McMillian 

Mflan 

Bib Falls 

8chofl«kl 

Stratford 

Wausau 

Wansau 

Wansau 

Amberg 

Marinette 

Marinette 

Goodman 

McAllister 

Tomah 

GIDett 

Oconto Falls .. 

Oconto 

Oconto 



Sarins; 

Sarins; 

Sarins; 

Gagen 

Pelican 

Bhinelander .. 
Bhinelander .. 
Bhinelander .. 
Bhinelander .. 
Kankanna .... 
Ellsworth .... 
Ellsworth .... 
Ellsworth .... 
Ellsworth .... 

Efanwood 

Elm wood 

Efanwood 

Maiden Bock 
Flam Olty ... 
Bock Elm .... 
Bock Ehn — 
Sprint; Valley 



Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marathon 

Marinette 

Marinette 

Marinette 

Marinette 

Marinette 

Monroe . . 

Oconto ... 

Oconto ... 

Oconto . . . 

Oconto . . . 

Oconto ... 

Oconto ... 

Oconto ... 

Oconto ... 

Oneida ... 

Oneida ... 

Oneida ... 

Oneida ... 

Oneida ... 

Oneida ... 

Outagamie 

Pierce 

Pierce .... 
Pierce .... 
Pierce .... 
Pierce .... 
Pierce .... 
Pierce .... 

Pierce 

Pierce .... 
Pierce .... 
Pierce .... 
Pierce .... 



E— 7 

E— 7 

E-7 

E-7 

E-8 

E— 8 

F-7 

F— 8 

F-8 

F— 8 

E— 7 

E-8 

E-7 

E— 7 

F— 7 

E— 8 

F-7 

F-7 

F-7 

H-« 

1—7 

1—7 

H-5 

1-6 

E— 10 

H-7 

H-7 

1-7 

1—7 

H— 7 

H-7 

H-7 

H-7 

G-6 

F-5 

F— 5 

F-5 

F— 6 

F-6 

H-9 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 

B-8 



Name of Firm 



Brown Bros. Lbr. Oo 

Athens Imp. Mfg. Oo. 

Umhoefer A Welz. 

Oolby Lbr. Oo. 

Ringle A Scholl. 

Fenwood Lbr. Oo. 

O. E. Knope. 

Dennlson A Ooerper. 

Moslnee Lbr. Oo. 

Wm. Buch. 

Doud Sons A Oo. 

W. M. Welles. 

Ellingson A Schmidt Oo. 

Wausau Lbr. Oo. 

Brooks A Boss Lbr. Oo. 

B. Connor 00. 

Mohr Lbr. 00. 

B. Hlneman Lbr. Oo. 

Jacob Mortenson Lbr. 00. 

G. N. Collins. 

N. Ludington. 

Sawyer Goodman. 

R. B. Goodman Lbr. Oo. 

John Richmyer. 

Crosset Mfg. 00. 

Gillett Building A Sup. Oo. 

Falls Mfg. Oo. 

Oconto Lbr. Co. 

Holt Lbr. Co. 

Fiddler Lbr. Oo. 

Ehllnger Bros. 

Wagner Bros. 

August Geise Lbr. Co. 

Gagen Lbr. A Shingle Oo. 

Pelican River Lbr. 00. 

Brown Bros. Lbr. Oo. 

Robbing Lbr. Oo. 

Stevens Lbr. Oo. 

Collins Lbr. Oo. 

Kaukauna Lbr. A Mfg. Oo. 

H. A. Beardsley. 

George Hllcock.. 

Fred Hllcock. 

Barney Stelner. 

Kelly Bros. 

E. Partridge. 

John Weber. 

Fred Travis. 

Senter A Harmer. 

O. A. Hann. 

Pat Grant. 

Nell Mattson. 
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II 



Table 2— Continued. Sawmill and Lumber FirmUl 




Stevens Point 

Stevens Point 

Stevens Point 

Stevens Point 

Catawba 

Flfleld 

PIfleld 

Flfleld 

Kaiser 

Kennan 

Lugervllle 

Ogema . 

Park Palls 

Park Palls 

Park Palls 

Park Palls 

Phillips 

Pennington ." 

Prentice 

Town of Emery 

Town ol Emery 

Town ol Emery 

Town ol George 

Town of. Harmony 

Town of Knox 

Town of Ogema 

Town of Ogema 

Town of Elk 

Town of Worcester 

Richland Center 

Ladysmlth 

Shaw Dam 

Atlanta 

Hawkins 

Hudson ..... 

Couderay 

Draper 

Ezeland 

Ezeland 

Hayward 

Hayward (Round Lake)... 
Hayward (Round Lake)... 
Hayward (Round Lake)... 

Lemlngton 

Meteor 

Woodale 

Wiergor 

Winter 

Tarnell 

Aniwa 

BIrnamwood 

Oecfl 



Portage .. 
Portage .. 
Portage .. 
Portage .. 

Price 

Price 

Price 

Price 

Price ../.. 

Price 

Price 

Price 

Price 

Price 

Price ..... 

Price 

Price 

Price 

Price 

Price 

Price 

Price ..... 

Price 

Price 

Price 

Price 

Price 

Price 

Price 

Richland . 

Rusk 

Rusk 

Rusk 

Rusk 

St. Orolr 
Sawyer .T 
Sawyer . . 
Sawyer . . 
Sawyer .. 
Sawyer .. 
Sawyer . . 
Sawyer . . 
Sawyer .. 
Sawyer. .. 
Sawyer . . 
Sawyer .. 
Sawyer .. 
Sawyer .. 
Sawyer .. 
Shawano 
Shawano 
Shawano 



P-8 
F-* 
TS 
P-8 
D-6 
E-6 
E— 5 
E— 6 
D-6 
D— 6 
D-« 
E-« 
E-6 
E— 6 
E— 6 
E-5 
E— 6 
E-6 
E-6 
E-6 
E-6 
E-6 
E-6 
E— 6 
E— 6 
E-6 
E— 6 
E-6 
E-6 
E— 11 
D*-6 
D-6 
C-6 
D— 6 
A— 7 
C-6 
D-5 
C-* 
C-6 
C-6 
C-5 
0-6 
C-6 
C-6 
0-5 
0-5 
C-6 
D-6 
C-6 
G— 7 
G— 7 
H-8 



Clifford Lb,.. ^ 

Mittchell Lbr. Co. 

John Weeks Lbr. Co. 

A. P. Benlley Mm. 

Beyer & Mourner. 

Patterson Bros. 

Central Lbr. Co. 

E. Liebelt. 

Blackwell, Kaiser Lbr. Co. 

Gilbert A Hewitt. 

Kneeland West Co. 

Ogema Lbr. Co. 

Park Palls Lbr. Co. 

Roddls Lbr. & Veneer Oo. 

E. Kundlnger. 

Mike Hllgart. 

Kneeland, McLurg Co. 

Mourner. 

P. H. Hammer. 

A. L. Green. 

J. E. Zapfe. 

J. Coaser. 

Gilbert & Hewitt. 

A. Martin. 

Reeds Bros. 

Larson Bros. 

Upham Mfg. Co. 

J. Dennis. 

Conrady Bros. 

A. H. Kronskop Lbr. Co. 

Flambeau River Lbr. Co. 

Jacobs Sawmill. 

Arpln Lbr. Oo. 

ElUngson Lbr. Co. 

Central Lbr. Co. 

Bekkedal Lbr. Co. 

H. O. Ocker. 

Hoag Bros. 

Morrison A Andrews. 

Willow River Lbr. Oo. 

Thompson A McBeek. 

O. A. Currier. 

J. H. McCuIIom. 

J. H. Boland. 

J. Bussy. 

Carns & Nelson. 

Johnson Bros. 

H. A. Nutting. 

Mr. Llbby. 

A. W. Wlncertsen Lbr. Co. 

Fish Lbr. Co. 

W. O. Zacbow Lbr. Oo. 
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Tabu 2— ^Continued. Sawmill and Lumber Firm*. 



Town 




Caroline 

Mattoon 

Morgan 

Neoplt 

Bowler 

Begins 

Sbawano 

TIgerton 

Cascade 

Plymouth 

Town of Sheboygan 
Town of Mitchell ... 
Town of Mfllenvffle 

OhelMa 

Medfoid 

Medfoid 

Rib Lake 

Weetboro 

Eagle River 

Eagle River 

Phelps 

WJnegar 

Winchester 

MInong .- 

Spooner 

Spooner 

Spooner 

Shell Lake 

Trego 

Newburg 

Deckers Comers .... 

ClIntonvIHe 

Big Palls 

Fremont 

Marion 

New London 

Northland 

Waupaca 

Plalnfleld ,.. 

RIchford f . .......... 

Sprlngwater 

Saxeville 

Larsen 

Omro 

Oshkosh 

Oshkosh 

Wmneconne 

Arpln 

Babcock 

Byron 

Blenker ....... ^. 

Kellner 



Shawano ... 
Sbawano ... 
Shawano ... 
Sbawano . . . 
Shawano ... 
Shawano ... 
Shawano ... 
Shawano . . . 
Sheboygan . 
Sheboygan . 
Sheboygan . 
Sheboygan . 
Sheboygan . 

Taylor 

Taylor 

Taylor 

Taylor 

Taylor 

Vilas 

Vilas 

Vilas 

VJlas 

Vilas 

Washburn . 
Washburn . 
Washburn . 
Washburn . 
Washburn . 
Washburn . 
Washington 
Washington 
Waupaca .. 
Waupaca . . 
Waupaca ... 
Waupaca . . 
Waupaca . . 
Waupaca . . 
Waupaca . . 
Waushara . 
Waushara . 
Waushara . 
Waushara . 
Winnebago . 
Winnebago . 
Winnebago 
Winnebago 
Winnebago 

Wood 

Wood 

Wood 

Wood 

Wood 



G-7 
G-7 
G-^T 
G-8 
G— 7 
G-8 
G-8 
H— 10 
H— 10 
H-10 
H— 10 
H— 10 
E— 6 
E— 7 

E-^r 

E— 6 

E— 6 

G-5 

G-5 

G-4 

F-4 

P-4 

C-4 

C-6 

0^-5 

C^-5 

B— 6 

0—5 

H— 11 

H— 11 

G-8 

G-8 

G— 9 

G-8 

G-0 

G-8 

G-9 

F-© 

F— 10 

G-0 

o-« 

G-9 

G-0 

H-10 

H— 10 

G-0 

E-8 

E-o 

E-o 

F-S 

F-* 



Name of Firm 



OaroUne Lbr. Co. 

White Star Lbr. Co. 

O. E. Morgan Lbr. Co. 

Government MOL 

McNeallus Lbr. Co. 

O. W. Fish Lbr. Oo. 

Shawano Lbr. Oo. 

Tlgerton Lbr. Oo. 

Cascade SawmflL 

Brlckbauer Sawmill. 

Kruegar Sawmill. 

Pane Sawmill. 

8pranger's Sawmill. 

Mr. Waters. 

Medford Lbr. Oo. 

Med ford Veneer Co. 

Rib Lake Lbr. CO. 

Westboro Lbr. Co. 

Eagle River Lbr. Co. 

John Benson Lbr. Co. 

Hackley-PhelpB-Bonnell Co. 

Vilas County Lbr. Oo. 

Turtle Lake Lbr. Oo. 

M. Oammlngs. 

Ed. Ben. 

Martin Salqulst. 

O. Larson. 

Lakeside Lbr. Co. 

Trego Lbr. Oo. 

Wm. Bred8hemler. 

H. Schurbert. 

D. J. Rohrer. 

Wall & Spalding Lbr. Co. 

Allen Lbr. Co. 

Marlon Lbr. & Fuel Co. 

Hatton Lbr. Co. 

Ross Lbr. CO. 

Alden Looker. 

Chas. Eretser. 

Wm. Wlehner. 

Peter Bakus. 

Bert Hansen. 

Tom Olson. 

1>. A. Cady. 

Holllster-Amos A Co. 

Paine Lbr. Oo. 

J. H. Stausberry. 

Miller Bros. 

Frank Remmlngton. 

Thomas McGrath. 

Blenker Bros. 

Orville Broekway Oo. 
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Table 2— ^Continued. Sawmill and Lumber Firm*. 



Town 


Ootmty 


Map 

Index 

No. 


Mum of Jinn 


Marshfleld • *••• 


Wood 


E-8 
B-S 
E-0 

B-8 




Marshfleld ...tt.MUMttt 


Wood 




Nekoosa ff .. t ,.. f ff,f»ft» 


Wood 


Win. Laurence. 


PlttfTflle „..!•. ttiimtt 


Wood 


Will A Haumschfld. 


'Vesper ••••••••••••••••••• 




L. 0. Jobnion. 




Wood •••• 


Fred Fenska. 









Pulp Firms 



Aahland 

Green Bay .... 
Green Bay .... 
Green Bay .... 

Cornell 

Ban Olalre ... 

Merrill 

Merrill 

Tomahawk ... 

Moslnee 

Rothschilds ... 

OrJvItx 

Marinette .... 

Niagara 

Stflee 

Oconto Falls 
Rhlnelander ., 

Appleton 

Appleton 

Appleton 

Kfmberly 

Kaukauna ... 
Kaukauna ... 
Kaukauna ... 
Little Chute . 
Park Falls ... 
Ladysmlth .. 
Shawano .... 

Menasha 

Menasha 

Menasha 

Menasha 

Menasha 

Menasha 

Menasha 



Grand Baplds 
Port Edwards . 



Ashland .... 
Ashland .... 

Brown 

Brown , 

Brown 

Chippewa . . . 
Eau Olalre . 

Lincoln 

Lincoln 

Lincoln 

Marathon . . 
Marathon . . 
Marinette . . 
Marinette . . 
Marinette . . 

Oconto 

Oconto 

Oneida 

Outagamie . 
Outagamie . 
Outagamie . 
Outagamie . 
Outagamie . 
Outagamie . 
Outagamie . 
Outagamie . 

Price 

Busk 

Shawano .. 

Winnebago 

Winnebago 

Winnebago 

Winnebago 

Winnebago 

Winnebago 

Winnebago 

Wood ,.... 



Wood 



D-8 

I>-J 

H-* 

H-8 

H-8 

D-7 

0-8 

F-6 

F— 6 

F-« 

F—8 

F—8 

H— 7 

1—7 

H-6 

H-8 

H-7 

F-6 

H-0 

H-0 

H-0 

H-0 

H-0 

H-0 

H-0 

H-0 

E-C 

D-« 

G-8 

H-0 

H-0 

H-0 

H-0 

H-0 

H-0 

H-0 



E-0 



Menasha Paper 00. 
Ashland Paper Co. 
Northern Paper CO. 
Green Bay Paper A Fib. Oo_ 
John Holberg Paper Co. 
Cornell Wood Products Co. 
Dells Paper A Pulp Co. 
Grandfather Falls Paper Co. 
Lindauer Pulp A Mfg. 00. 
Tomahawk Pulp A Pap.Co_ 
Wausau Sulphite A Fib. Co_ 
Marathon Paper Mills Co. 
OriYits Pulp A Paper Co. 
M. A M. Paper Co. 
Niagara Paper Mill Co. 
Anson Eldred Lbr. CO. 
Falls Mfg. Co. 
Rhlnelander Paper Co. 
Sulphite Paper Co. 
Riverside Fiber Co. 
Interlake Pulp A Paper Co.. 
Kimberly-Clark Co. 
Kaukauna Fiber Co. 
Thilmany Paper Co. 
Llndover Pulp Co. 
Little Chute Pulp Co. 
Flambeau Paper Oo. 
Menasha Paper Co. 
Wolf RIv. Paper A Fib. Oo- 
Menasba Prtg. A Paper Co.. 
John Strange Paper Co. 
John Strange Pan Co. 
Gilbert Paper Co. 
Geo. A. Whiting Paper Oo. 
I Island Paper Co. 
; Peerless Taper Prod. Co. 

Consolidated Water Power 
I A Paper Co. 
Nekoosa Edwards Pap. Oo_ 
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Box Firms 



Town 



Cumberland .... 

Washburn 

Obflton 

Oadott 

Stanley 

Oolby 

Owen 

Redville 

Wauzeka 

Wauzeka 

Sturgeon Bay .. 
Sturgeon Bay .. 

Superior 

Monroe 

Monroe 

Kewaunee 

Rio Creek 

Merrill 

Tomahawk 

Cato 

Kiel 

Wausau 

Wausau 

Wausau 

Marinette 

Marinette 

Pepin 

Richland Center 

Hawkins 

Shawano 

Shawano 

Bellinger 

West Bend 

Grand Rapids .. 



County 




Barron — 
Bayfield ... 
Calumet . . 
Chippewa . 
Chippewa . 

Clark 

Clark 

Clark 

Crawford . 
Crawford . 

Door 

Door 

Douglas ... 

Green 

Green 

Kewaunee . 
Kewaunee . 
Lincoln 
Lincoln — 
Manitowoc 
Manitowoc 
Marathon . 
Marathon . 
Marathon . 
Marinette . 
Marinette . 

Pepin 

Richland ... 

Rusk 

Shawano ... 
Shawano ... 

Taylor 

Washington 
Wood 



B— 6 

D-3 

H-10 

C-7 

D-7 

E— 7 

D-7 

E— 7 

I>-12 

I>-12 

J-7 

J-7 

B— 8 

P— IS 

P— 13 

1-8 

1-8 

P-<J 

V-6 

1-9 

H--10 

P-7 

P-7 

P— 7 

1—7 

1-7 

B-8 

E— 11 

D-6 

G-« 

G-8 

D-7 

H— 11 

F-9 



Name of Firm 



Cumberland Fruit Pkg. Co. 
Kenfleld-Lamereau Co. 
Chilton Lbr. A Mfg. Co. 
Theodore FMlte. 
Stanley Woodenware Co. 
Colby Box A Silo Co. 
Owen Box A Crating Co. 
Stryck A Sons. 
Wauzeka Cheese Box Co. 
Jee Doll Mfg. Co. 
Reynolds Preserve Co. 
Fruit Box Mfg. Co. 
RIckofl Box A Lbr. Co. 
Monroe Lbr. A Fuel Co. 
O. S. Dodge A Sons. 
Albrecht Mfg. Co. 
Build. Woodwork A V. Co. 
Lincoln Box Co. 
Tomahawk Ven. A Box Co. 
W. H. Klleen Co. 
Kiel Woodenware Co. 
Goodwlllie Bros. 
Wisconsin Box Co. 
Wausau Box A Lbr. Co. 
M. A M. Box Co. 
Brown A Mltcheson. 
J. T. Broatch. 
A. O. Parfrey Mfg. Co. 
Hawkins Box Co. 
Shawano Hub Mfg. Co. 
H. Iwen Box A Veneer Oo. 
Bellinger Mfg. Co. 
Oooly Box Fcty. 
E. N. Ellis. 



Veneer Firms 



Mellen Ashland ., 

Algoma Kewaunee 

Kewaunee Kewaunee 

Rio Creek Kewaunee 

Antigo Langlade 

Tomahawk I Lincoln .. 



Tripoli .... 
Two Rivers 

Edgar 

Edgar 

Wausau ... 



Milwaukee ' Milwaukee 



Lincoln ... 
Manitowoc 
Marathon . 
Marathon . 
Marathon . 



D— 4 
1-8 
1-8 
1-8 
G-7 
P— 6 
E— 6 
1-0 
E-7 
E— 7 
P-7 
1—12 



Kiel Woodenware Co. 
Ahnapee Ten. A Seating Co. 
Albrecht Mfg. Co. 
Build. Woodwork A V. Oo. 
Frost Veneer Co. 
Tomahawk Box A Yen. Co. 
Stolie Lbr. Co. 
P. Eggers Yen. A Seat, <Jo. 
Edgar Veneer Mfg. Oo. 
Justim Means. 
Underwood Veneer Oo. . 
S. Mil. Basket A Veneer Oo. 
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Veoeer Firms — Continued 



Town 


County 


i 
Map ! 
Index i Name of Firm 

No. 1 

i 


Rhinelander 


Ondda 


F-5 
G— 7 
G-8 
E—7 
C— 6 
E— 8 


Wisconsin Veneer 00. 


Mattoon 




Wis. Timber A Veneer Co. 


Shawano 




H. Iwen Box A Veneer Oo. 
Medford Veneer Oo. 


Medford 


Taylor 


Bircbwood , 


Washburn 


Ahnapee Veneer A Seat. Oo. 
Roddfs Lbr. A Veneer Oo. 


Marshfield 


Wood 











Cooperage Firms 



Greenwood 

Loyal , 

Thorp , 

Lake Nebagamon 

Princeton 

Antigro 

Merrffl 

Merrill 

Tomahawk 

Athens 

Athens 

Luck 

Ladysmith 

Tony 

Gttman 



aark 

Olark 

Clark 

Douglas ... 
Green Lake 
Langlade .. 
Lincoln ... 
Lincoln ... 
Lincoln . . . 
Marathon . 
Marathon . 

Polk 

Busk 

Rusk 

Taylor .... 
Winnebago 



D-8 

0-8 

D-7 

0-8 

O- 10 

G— 7 

F-8 

F-8 

F-8 

E-7 

E—7 

B-6 

D-6 

D-6 

D-7 

H-9 



Greenwood Heading Oo. 
Loyal Heading Oo. 
Thorp Mfg. Oo. 
Schwentpopshi Stave MflL 
John Warnke A Sons. 
John English Mfg. Oo. 
Merrill Wooden Ware Oo. 
Merrill Hoop Oo. 
Tomahawk Ven. A Box Oo. 
George Kreutser. 
Success Stave Heading Oo, 
P. M. O. Pedderson. 
Menasha Wooden Ware Oo. 
John Hein Oo. 
GUman Mfg. Oo. 
Menasha Wooden Ware Oo. 



Pole, Post, and Tie Firms 



Cable .... 
Mnscoda . 
Woodman 
Hurley ... 
Montreal 
Eland ... 



Ashland 
Ashland 
Ashland 
Ashland 
Bayfield 



Grant ... 
Grant ... 

Iron 

Iron 

Shawano 




As h land Oedar Oo. 
Bell Lbr. Oo. 
Mellen Oedar Oo. 
MeHen Lbr. Oo. 
Rogan Bros. 
H. Marcus A 8ons. 
J. W. Anderson A 
Oary Mining Oo. 
Montreal Mining Oo. 
A. F. Jones. 



Sons. 



Digitized by LjOOQlC 



20 



SUGGESTIONS FOR MARKETING SMALL TIMBER 



Other Wood-Using Firms 



Town 




Butternut 

Cameron 

Cameron 

Rice Lake 

De Fere 

Boyd 

Eldsvold 

Eldsvold 

Randolph 

Soldiers Grove . 

AHouez 

Superior 

POnd du Lac.... 

Crandon 

Crandon 

La Crosse 

Antlgo 

Elton 

Merrill 

Merrill 

Merrill 

Merrill 

Merrill 

Two Rivers — 

Edgar 

Wausau 

Wausau ....'.... 

Wausau 

Wausau 

Wausau 

Marinette 

Marinette 

Milwaukee 

Tomah 

Gillett 

Appleton 

Appleton 

Appleton 

Appleton 

Appleton 

Black Creek .... 
Black Creek .... 

Seymour 

Park Palls 

Park Falls 

Richland Center 
Richland Center 
Hannibal 



Ashland 

Barron ...... 

Barron 

Barron 

Brown 

Chippewa ... 

Clark 

Clark 

Columbia ... 
Crawford ... 

Douglas 

Douglas 

Fond du Lac 

Forest 

Forest 

La Crosse . . . 
Langlade . . . 
Langlade . . . 

Lincoln 

Lincoln 

Lincoln 

Lincoln 

Lincoln 

Manitowoc .. 
Marathon ... 
Marathon ... 
Marathon ... 
Marathon ,.. 
Marathon ... 
Marathon ... 
Marinette . . . 
Marinette . . . 
Milwaukee . . 

Monroe 

Oconto 

Outagamie .. 
Outagamie ., 
Outagamie .. 
Outagamie .. 
Outagamie .. 
Outagamie .. 
Outagamie . . 
Outagamie . . 

Price 

Price 

Richland — 
Richland — 
Taylor 



D-4 
C-« 

0-6 

C-« 

H-8 

D-7 

D-7 

D-7 

G— 11 

D-ll 

B-£ 

B-2 

H— 10 

G-a 
G-a 

C-10 

G— 7 

G— 7 

F— 6 

F— 6 

F-6 

F— 8 

F— 6 

1-9 

E— 8 

F— 7 

F-7 

F— 7 

F— 7 

F-7 

1—7 

1-7 

1-12 

E-10 

H-7 

H— 9 

H-9 

H-0 

H-9 

H-9 

H— 8 

H-8 

US 

E-5 

E-5 

E— 11 

E— 11 

D-7 



Name of Firm and Manufacturers of 



Barber Mfg. Co., broom handles. 

Oak Grove Handle Co., handles. 

Cameron Hub A Spoke Co., hubs and spokes. 

Rice Lake Excelsior Co., excelsior. 

De Pare Excelsior Co., excelsior. 

August Lotz A Sons, bee hives. 

Ed. Wood, broom handles. 

Geocge Sayles, lath and shingles, 

Randoph Wagon Works, wagons. 

Keogh Excelsior Co., excelsior. 

Allouez Shingle Co., shingles. „ 

Webster Mfg. Co., chairs. 

Wisconsin Cabinet Co., furniture. 

Laird A Wilson, excelsior. 

Crandon Hub Co., hubs. 

U. S. Government, mfg. of dams. 

Crocker Chair Co., chairs. 

Crocker Chair Co., chairs. 

Anson, Gllkey & Hurd Co., sash and doors. 

Hansen & Arveson, excelsior. 

Andrew Kaul Jr. & Co., hubs. 

Northern Wood Products CO., handles. 

J. Malsiu, excelsior. 

Wis. Woodworking Co., woodenware. 

Edgar Basket Mfg. Co., baskets. 

Curtis & Yale, sash and doors. 

Union Tanning Co., leather. 

Wausau Excelsior Co., excelsior. 

J. M. Euebler Co., sash and doors. 

Wausau Novelty Works, novelties. 

Marinette & Green Bay Mfg. Co., excelsior. 

Miller Sash A Door Co., sash and doors. 

S. Mil. Basket & Veneer Co., baskets and veneer. 

Crosset Mfg. Co., lumber, sash and doors. 

Great Northern Pall Co., pails. 

Graef Mfg. Co., furniture. 

Standard Mfg. Co., furniture, 

Appleton Chair Co., chairs. 

Appleton Hub & Spoke Co., hubs and spokes. 

Schunlecka & Parent Co., handles. 

Konz Mfg. Co. 

Will Lorenz. 

Seymour Woodenware Co., woodenware. 

Park Falls Lath Co., lath. 

Flambeau Shingle Co., shingles. 

A C. Parfrey Mfg. Co., excelsior. 

Curtis Bros., handles. 

Hannibal Mfg. Co., table legs and hubs. 
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Other Wood-Using Firms — Continued 



Town 


County 


Map 

Index 

No. 


Name of Firm and Manufacturers of 


3Mb Lake 


Taylor 


E— 6 

G-6 

H-ll 

G-0 

Ch-8 

E— 8 

P-9 


U. 8. Leather Co., leather. 


Eagle River 


Vilas . . 


Eagle River Brush Oo., brush handles. 


West Bend 


Washington 

Waupaca 

Waupaca 

Wood 


Schmidt A Stork, wagons. 

Wisconsin Seating Co., bee boxes. 

D. J. Rohrer, sash and doors. 

Hafer A Kabehed, bee boxes. 

McElnnon Mfg. Co., wagons, hubs and spokes. 


Hew London 


-dintonville 


Marshfleld 


■Grand Rapids 


Wo~d 







How Freight Rates Affect Marketing 

The prices at the market towns of forest products delivered there and 
the freight charges for shipping determine in which town they can be 
marketed most profitably. Prices are given as so much per cord or 
thousand board feet for certain kinds and grades of wood. They vary, 
of course, from time to time and from place to place, and are liable to all 
sorts of fluctuations; hence no attempt is here made to give any definite 
prices. It is necessary to efficient marketing, however, to keep posted 
on current, local prices through the trade journals, private correspond- 
ence with the manufacturers themselves, or otherwise. The other chief 
marketing item, the freight charge between shipping and market points, 
requires special attention here. It is well-known that freight rates can 
make or unmake an industry; this they do by making or unmaking 
the opportunity to market. No thorough discussion of this complex 
question is here attempted; but there are a few essential points which 
the marketer must know. 

Freight rates are given as so many cents per 100 pounds for certain 
"schedules", such as the "lumber schedules", the "wood bolt schedule", 
etc. A given schedule has a different set of rates which can always be 
examined by applying to the local station agent. Actual freight charges 
depend upon the rate per 100 pounds, for a given class of wood, and its 
shipping weight (in hundreds of pounds). 

Table 3 shows the average shipping weights of a number of kinds of 
wood according to different measures — per cord, per thousand board feet 
in the log, and per thousand board feet in lumber. The weight which 
must be paid for in shipments is either the actual weight, as shown by 
the track scales of the railroad, or an estimate used by the railroad and 
approved by the States authorities. The figures in Table 3 are not given 
as the estimated weights adopted by any railroad company, nor as 
actual weights, but only as average weights upon which the timber 
owner may base his preliminary estimates of the cost of shipping. 
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The price f. o. b. the shipping point ("free on board", or loaded on the 
cars at the shipping point) is equal to the price at the market town, 
less the actual freight charges for shipping. These charges are obtained 
by simply multiplying the shipping weight (in hundred pounds) by the 
rate per hundred. Suppose the rate for carrying cordwood the distance 
between the shipping point and the market town is three cents per 
hundred. The shipping weight of a cord of dry poplar, for instance, 
may be 25 hundred pounds; hence 25 multiplied by three cents (or 75 
cents) is the actual freight charge per cord. Suppose the price at the 
market town is $3.50 per cord; then the f. o. b. price at the shipping 
point will be this price less 75 cents, or $2.75. 




BLACK WALNUT LOGS. 



THE MOST VALUABLE FARM WOODLOT 
TIMBER. 



The actual amount obtainable for a cord of wood at the railroad 
shipping point would be in fact something less than the f. o. b. price, 
since from this must be deducted the cost of assembling and marketing. 
This work may be done by a storekeeper at the railroad point acting 
as a middleman between the farmer on his land and the manufacturer 
or other purchaser at some distant railroad point. A land company may 
also act as middleman, or a committee representing the producers of 
a community. The cost of assembling and marketing — perhaps 25 cents 
per cord — must be subtracted from the f. o. b. price in order to obtain 
the "local price", that is, the amount which the producer himself 
actually gets. Hence the local price in the example just given would be 
$2.75 less 25 cents, or $2.50. 

Freight rates are less (all other conditions being the same) for wood 
or other product carried in carload lots (C. L.) than in less than car- 
load lots (L. C. L.). The reason for this is so obvious that it needs no 
explanation. The rate per mile also for a given load is less, in general, 
for long hauls than for short hauls. With carload lots a certain 
minimum load is assumed to be carried and paid for whether it is 
really carried or not. Every 100 pounds in excess of such minimum 
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-weight must be paid for at the regular rate. It is seldom profitable to 
*hip wood products commercially except in carload lots; and a parcel 
•of cordwood or other product for sale by one marketer which will not 
Ull a car could well be combined with parcels from other marketers 
so as to make one or more carloads. 

The average amount of forest products of any kind contained in a 
•carload varies with the size and load capacity of the car and the weight 
of the material. The following amounts may be considered roughly as 
carloads for the standard sized car of 60,000 pounds capacity: 

Lumber (rough) 15,000 to 18,000 board feet 

(finished) 17,000 to 20,000 
Logs (large: 24 inches) 5,000 to 7,000 " " 

(small: 12 inches) 4,000 to 5,000 " " 

Bolts or butts 12 to 16 cords 

Cordwood (4 feet) 15 to 18 

Stove wood (16 inches) 30 to 40 ranks 
Mine timber (See posts, poles, logs) 

Poles or piling 25 to 40 pieces 
Ties (6" x 8" x 8') 350 pieces 

" (7" x 9" x 8%') 300 " 

" (5" x 6" x 5%'; mine tie) 1100 " 
Posts (4" top, 7 ft.) 800 

" (6" top, 8 ft.) 500 " 

Tanbark 16 to 18 cords 

Sawdust 18 to 22 tons 

Selecting the Market 

It is not possible in a small bulletin, to tell where to market one's 
forest products. All that is here attempted is to lay before the marketer 
the facts from which he may be able himself to determine the most 
promising market for his own particular purposes. Where this market 
will be depends upon the particular kind and form of wood. for sale and 
where it is located. With a proper use of Tables 1 and 2 and of the map 
bearing in mind the marketing factors discussed in the previous pages, 
the farmer or other producer should be able to get some clew as to 
which of the various markets in the State offer him the best opportunity 
for getting the highest return for his labor. 

After locating the chief market towns available as possibilities for 
selling the different kinds of wood on his land, the marketer should next 
write the different firms for prices at their respective factories. The 
names of all wood-using firms referred to in Table 2 are listed on pages 
11 to 21. He should then get from the local station agent the freight 
rates (per 100 pounds) to the various market towns. Multiplying in 
each case the rate per hundred pounds by the correct shipping weight 
of the particular wood, the freight charge per cord to the market may 
"be obtained. Subtracting this charge from the price per cord, at the 
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market, the f. o. b. price per cord at the local station Is obtained. In case 
it may be necessary or desirable to sell through some central agency 
(either commercial or cooperative) at the shipping point, then the cost 
of sale must be subtracted from the f. o. b. price to get the 'local price'! 
explained on page 23. The marketer can in this way reckon the local 
price obtainable from selling each kind of wood in each available 
market; and other things being equal, he will, of course, sell his poplar 
or ash or other kind of wocd in the market which will yield the highest 
local price at his town. 

In the illustration given on page 23 the price per cord at the market 
town was assumed to be $3.50 and the local price was found to 
be $2.50. Whether or not it pays to cut and haul wood to the nearest 
railroad point for $2.50 per cord, or some other local price, must, of 
course, be reckoned separately in each case. Settlers in the northern 
cut-over region who are clearing their farms sometimes, reckon that 
it does not pay to cut and haul the merchantable stuff in their clearings 
when, in fact, it would pay them to do so. To illustrate: Suppose a 
settler has a piece of land of a few acres which he intends to clear. The 
land is covered with small poplar and other growth in which there is 
enough material for 16 cords of merchantable boxwood. At $2.50 per 
cord at the railroad station, this would bring in a total of $40, (16 x 
$2.50). Normal wages in the locality are, say, $2.00 a day. If the settler 
cleared this land by cutting and burning all of the growth as he went 
along, it would take him, say, four weeks; but if, as he cleared, he sorted 
out the sticks above a certain diameter, eut these into required lengths, 
and hauled them to the station for boxwood, then the whole job of 
clearing would take six weeks. A man in a case like this sometimes 
reckons that it does not pay him to take the extra two weeks to do the 
job. He sees that by doing his clearing in four weeks instead of 
six he can work outside during the extra two weeks for $2.00 a day; 
while if he takes six weeks to sell $40 worth of boxwood he would be 
making, during the whole six weeks, only $1.11 per day, or only about 
half wages. And so he might conclude to burn his boxwood and then 
"work out". Some men actually reckon in this fallacious way. Such 
a conclusion is, of course, absurd. In either of these cases the settler has 
his land cleared at the end of the six weeks, but in the first case 
(where the settler "'works out" for two weeks) he earns a total of $24; 
while in the other case (where he sells his wood) he earns a total of 
$40 

After selecting the firms which seem to be his best opportunities, 
the marketer's next step is to open negotiations with these firms. Not 
only the question of prices, but the questions of scale, dimensions, 
grading, inspection of products, and other details must, of course, be 
taken up in writing by the marketer with the different firms. Shippers 
often have their measure "docked" after their stock has reached the 
market. This usually happens (assuming that all parties involved are 
reputable) through lack of accurate understanding between seller and 
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buyer as to the precise grade and conditions of the wood being sold. 
Such matters as these — that is, the exact basis of sale — should be taken 
mp with each firm in advance not only of shipping, but, if possible, in 
advance of cutting. 



THE BASIS OF SALE 

In marketing any forest product, each sale should be made upon some 
definite basis. There are for this purpose three points to be kept in 
mind: (1) the unit of quantity of the product— as the "thousand" 
(board feet), the cord, or the piece; (2) the quality or grade of the 
product — as '^common" or "cull" lumber or "number one" logs; and (3) 
the condition and location of the product — as "on the stump", in the 
log on landing", "in lumber on board cars". 

Quantity of the Product 

Lumber is measured in the board foot, or "thousand" thereof, scaled 
directly from the individual boards. Logs are measured also in board 
feet by means of some log rule. A log rule is a tabulation of the con- 
tents in board feet of logs having given diameters and lengths, such 
contents being estimated upon data collected. There are over forty 
log rules used to a greater or less extent in the United States. Logs 
are sometimes measured in other ways, such as in cubic feet and in 
"standard logs". Pulpwood and fuel wood, bolts and billets are meas- 
ured in the pile or stack. A standard stack is 4 feet high and 8 feet 
long. A stack formed of pieces 4 feet long (containing thus a total of 
128 cubic feet) makes a standard cord, which is the unit of cordwood 
measure. A stack formed of pieces less than 4 feet long is called a 
"short cord," containing a fraction of a standard cord proportionate to 
the length of the pieces. Mining timber is commonly sold by the 
linear foot (of each piece), also by the cord (stacked) and sometimes 
by the "thousand" (board feet). Telephone poles, posts, piling, and 
crossties are sold by the individual piece, as so much per pole or per 
tie. The measurement of these different products — in their respective 
units — is a whole art in itself and one requiring skilled attention; one 
part of the problem relates to measuring the products after they are 
cut and sawed (or stacked) ; the other part relates to estimating the 
quantity (in correct units) in timber still standing. The estimating 
of standing timber involves the measuring of tree heights and diame- 
ters and the area of woodland. No attempt is here made to take up 
any' of these big subjects; they are discussed at length in Farmers' 
Bulletin 715, "Measuring and Marketing of Woodlot Products," by 
W. R. Mattoon and W. B. Barrows. 

The Scribner is the legal, standard log rule for the State of Wiscon- 
sin, and is given below for the smaller sizes of logs. 
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Scribner Log Rule 

(Decimal "0") 

Note:— The total scale for any log is obtained by multiplying the figures In this 
table by 10. Thus the contents of a 6-inch 8 foot log are given as 0.5, so the total 
scale Is 5 board feet. A SO Inch 16-foot log Is given as 66, or a total scale of 660 board 
feet. 



Diameter 


6-foot 


8-foot 


10-foot 


12-foot 1 


14-foot 


16-foot 


Inches 


logs 


logs 


logs 


logs 


logs 


logs . 




Contents — (See note above) 


6 


0.5 


0.5 


1 


1 


1 


2 


7 


0.5 


I 


1 


2 


2 


S 


8 


1 


1 


2 


2 


2 


S 


9 


1 


2 


S 


S 


S 


4 


10 


2 


S 


S 


s 


4 


6 


11 


2 


s 


4 


4 


5 


7 


12 


8 


4 


5 


6 


7 


8 


11 


4 


5 


6 


7 


8 


10 


14 


4 


6 


7 


9 


10 


11 


15 


5 


7 


9 


11 


12 


14 


16 


6 


8 


10 


12 


14 


16 


17 


7 


9 


12 


14 


16 


18 


18 


8 


11 


IS 


16 


19 


21 


19 


9 


12 


15 


18 


21 


24 


20 


11 


14 


17 


21 


24 


28 


21 


12 


15 


19 


23 


27 


30 


22 


IS 


17 


21 


25 


29 


33 


23 


14 


19 


23 


28 


33 


38 


24 


15 


21 


25 


30 


35 


40 


B 


17 


23 


29 


34 


40 


46 


19 


25 


31 


37 


44 


50 


27 


21 


27 


34 


41 


48 


55 


28 


22 


29 


36 


44 


51 


58 


29 


23 


31 


38 


46 


53 


61 


SO 


25 


33 


41 


4. 


57 


66 



The Doyle rule is also used extensively in Wisconsin. Logs below 
29 inches in diameter scale lower by the Doyle than by the Scribner 
rule; but logs above 29 inches scale higher by the Doyle than by the 
Scribner. In general, the figures given by the Doyle rule are too high 
for logs of very large diameter, and much too low for logs of small 
diameter. The Woodsman's Handbook states that it is "astonishing 
that this incorrect rule, which gives wrong results for both large and 
small logs, should have so general a use." 

A settler clearing his farm in the northern region of the State or a 
farmer thinning his woodlot in the southern region, should always 
find out the exact dimensions of the logs or bolts which are required 
by the firm to which he intends to sell his stuff. And he should know 
these dimensions before he cuts a single stick (log or bolt). If he 
waits until afterward, he may find that he has lost his market simply 
because his sticks are cut an inch or so too short. To illustrate: 
Certain box companies buy their stock by the "doublecord." In gen- 
eral, a doublecord is a pile of wood four by eight feet, consisting of 
sticks eight feet long, or 96 inches. These particular box companies, 
however, require sticks 100 inches long. If now a settler or farmer or 
other marketer has "heard" from one of his neighbors that such and 
such box company is buying boxwood by the "doublecord," he might 
spend several weeks cutting sticks to a length of 96 inches, and thus 
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lose the product of his labor. For example, the Oshkosh Excelsior 
Mfg. Co.'s specifications covering basswood and poplar bolts, cord 
measure, are: length 37 and 55 inches and a minimum diameter of 
4 inches. Logs should be cut 3 inches over the specified length to 
allow for trimming. The exact length, diameter (minimum), form, 
and condition of bolts and the kind of wood which a particular firm 
requires should be learned — not after but before the cutting. 




SMALL SAWMILL CUTTING LOGS PROM FARM WOODLANDS. 
Quality of the Product 

Different products are graded in different ways. Lumber is classi- 
fied into many grades, based chiefly on sizes and amount of defects; 
and several elaborate systems, more or less 'consistent with one an- 
other, have been developed for different species and regions. Rough 
systems of log grading have also grown up in different regions of the 
United States. This grading is based on the number and character of 
the defects in the log, which include knots, rot, shakes, season checks, 
frost cracks, seams, worm holes, stain, spiral and crooked grain, and 
sweep. On the basis of the amount of such defects logs are often 
classified into three grades: number one or "good," number two or 
"common," and number three or "cull." For cordwood and bolt stock 
only the roughest sort of grading is in practice. Wood is classed as 
live or dead, straight or crooked, sound or unsound; and sometimes 
it is graded loosely on the size of the sticks. As this class of material 
becomes more valuable, especially the bolt stock for manufacturing 
purposes, some more specific system of grading is likely to be required. 
Poles, posts, and piling are graded chiefly according to size, crossties 
are graded by species and size, and are often classed as "number 
ones" and "number twos," according to thickness and width of "face," 
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The subject of grading also is taken up in Farmers' Bulletin No. 715, 
"Measuring and Marketing Woodlot Products." 

Condition and Location of the Product 

Four typical stages in the progress of the product from the stump 
to the factory may be specified; on the stump; in the log at the land- 
ing or mill; in lumber (or other rough product) in the mill yard; in 
lumber on board the cars. 

When timber is sold on the stump the amount paid for it is called 
the "stumpage price." This is the market price of lumber less all 
costs of logging, sawing, shipping, and marketing necessary to make 
the lumber and place it on the market. The safest and fairest way to 
sell timber on the stump is at so much per thousand for the lumber, 
made from such timber, as sawed out and graded in the mill. This 
method of basing the stumpage upon the actual mill scale can be used 
most readily when the sawmill is located near the standing timber. 
It is used in regions where the custom is to saw out timber by means 
of the portable sawmill, and whenever it is practicable it is the ideal 
way. But often it may be more convenient and expeditious to sell 
standing timber according to log scale— '-the Scribner or some other; 
and sometimes it is sold for so much per acre. Even looser methods 
are used ; sometimes a lump sum is paid for a whole timber tract. The 
looser the method of sale, the greater the chance, of course, for un- 
fairness. Whatever method is used, the seller for his own good should 
find out, by means of the best possible estimate, how much per thous- 
and he will get when the total sum is paid him. Selling stumpage re- 
quires the least labor and management on the part of the seller and 
the most on the part of the buyer. 

When timber is sold in the log and delivered at a sawmill, it will, of 
course, bring a higher price per thousand than when sold on the stump. 
The price now will consist of two items, the stumpage and the cost of 
logging. These items are paid by the seller, either in money or in his 
own labor. Whether it pays better to sell timber thus "in the log" or 
"on the stump" depends upon whether or not the seller considers doing 
his own logging as profitable employment A man situated like the 
farmer is likely to have during the winter months times when he can 
employ himself more profitably in logging his own woods than in 
doing any other job. It will then pay him best to sell his timber in 
the log, and thus make the wages and extra profit for himself instead 
of letting them go to others. 

If the farmer saws his own timber into lumber, in addition to log- 
ging it, he thus creates for himself further employment, which may or 
may not be profitable. In this case he would have to invest in some 
kind of sawmill — probably the small portable type — and in order to 
make it pay he would have to be able to saw the timber yield from 
otheV tracts in the locality beside his own. In short, he would thus be- 
come a sawmill man, a whole occupation in itself and one requiring a 
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